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As a professional property buyer and advisor, I have the privilege of working with
clients on a daily basis, buying and selling unique properties in hundreds
of locations.
With all this diversity of clients and properties, there is always one constant; the Real
Estate agent looking over your shoulder!
Hi, my name is Scott Northcott and I am the owner of Real Property Advice, a specialised property advisory firm based in Queensland. Since 2004 we have helped
100’s of people buy, sell, manage and develop real estate throughout Australia. Our
clients are families, singles, couples, first time investors, repeat homeowners, established investors, downsizers, retirees, international investors and anyone who wants
to do well, when buying or selling property in Australia.
My background is business management and contract negotiation, so when I left
my last career in telecommunications, I looked for the best ways to use my skills.
In all my dealings with business service contracts and reseller negotiations, I spent
many hours around tables, in board (bored) rooms, and having lunch ‘meetings’ to
nut out the large and small components of a contract. Whilst everyone is friendly in
these situations, the bottom line is that each representative is trying to get the best
result for themselves or their company.
When I entered the property industry in 2004, I saw many similarities to my previous
business experiences around board room tables. The difference this time was that
the representatives were not equally matched.
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On one side of this table, were people who negotiate for a living and worked in the
industry they were negotiating about (agents). On the other side, were buyers who
may negotiate property, maybe a few times in their life and were largely inexperienced in the industry.
This was one of the key reasons we opened our buyers agency in 2004, to rebalance
the negotiation table in favour of our client, the Buyer.
Real estate agents are trained to extract the most amount of money from your
pocket, and this is how they do it.
During your initial contact with them, an agent will ask you lots of questions. They
will be friendly and seem to be on your side, trying to ‘help’ you get the best deal.
In fact the opposite is true. Please don’t take this as me bagging agents. I am not.
In fact, a good agent should work very hard for their client, the seller, and not you,
the buyer. However, when we deal with someone who is nice or friendly or who we
‘connect with’; it is human nature to let our guard down and give away too much
information.
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Mistake number one
You tell the agent way too much!
By feeling comfortable and letting your guard down, you will find yourself talking
too much. Even if you are consciously being guarded, the odd comment here and
there can give the agent detailed insight into your situation and motivation.
Agents know all about dealing with reserved comments from people and they will
use any way they can to get some feedback from you. I would suggest limiting your
comments to things that are neutral about the property. The reason for this is that
an agent will always try to turn a negative into a positive and a positive into a purchase.
So if you say, “that room is small”, they will say; “It is cosy for those cold winter nights”.
See what’s just happened? In an instant, you’ve begun to play into their sales pitch.
An agent will ask you many questions about why you are buying, timeframes, how
much money you have, past buying experiences, family details, why you want to live
here and many more things.
The more you tell them the more they know about your motivations and desires for
the property. If you don’t like the property then tell the agent. The more you open
your mouth anytime the agent is in ear shot, the more they will know about you and
the less ability you will have to negotiate.
The agent doesn’t need to know about your recent inheritance, or the fact you have
to move house because you start work in the area in 5 weeks. Don’t tell them you
want a bigger yard, or that you want to walk to the school, or that you always
needed 3 garages, unless you are prepared to pay way more than you should.
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This is all just information gathering for the agent who will use it against you when
it comes time to negotiate.
It will go like this;
You place an offer, and the agent talks to you about it, comes back with a counter
offer and says, “Remember, you NEED 3 garages”,
“Don’t forget you HAVE to be able to walk to the school”
“This has the bigger yard that you WANT”
Now your words have been used against you when it comes time to negotiate. Take
a note pad, and measuring tape on your inspections and spend more time measuring things up and taking notes than talking. It will serve you well.
I was at an inspection with a client once and they were looking to invest in property.
We had found a great one and were in the process of taking the client through
for a look.
Our client (the buyer) did everything we asked them not to do.
They had a nice ol’ chat with the agent, and in their most excitable voice, told them
that the kitchen was “just lovely” and “this looked like the best townhouse in the
complex and that it sure does command the highest price!”
You could imagine how helpful this was for towards negotiating hard on
this property.
Yep, no help at all!
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Mistake number two
You show the agent too much emotion
Just like agents will ask lots of questions, they will also watch you like a hawk. Any
sign of emotion, good or bad, will be noted and put in their arsenal.
Have you ever been on an inspection, being good and keeping your mouth shut,
and the next thing you know the agent comments about the room/item/feature
you are looking at? This will be due to you either showing emotion about it (good
or bad) or them wanting to instil emotion about it.
For example, you are out the back looking at the pool and the agent says, “Ah, yes,
how lovely is that? Can’t you just imagine sitting around there on hot days drinking
a nice cool drink”.
They are working to associate the features of the property with good emotions in
you. That way, when you think about the property your mind remembers the good
emotions and not just the facts. Emotions are far more powerful than facts.
It is almost impossible to stop agents doing this, but you don’t have to help them
with it. Keep your emotions about a property to yourself and don’t be outwardly
displaying them for all to see. Not until settlement day!
I was selling a car once. I knew the listed price was fair but also left some room to
negotiate. The car was all cleaned up and the buyer came to take a look.
He spent some time going through everything and checking it all out. The whole
time I was watching what he was doing.
He then came to me and said he would consider taking it, but we would have to
negotiate on price.
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Well, I am not sure if he knew I watching him or not but I had been, and I knew he
loved it. I kept my things in good condition and it looked great. I almost needed to
follow him around with a rag to clean up the drool when he was checking the paint.
He said I will give you this price (it was about 15% below my asking price).
I looked him right in the eye and said, “Mate I know you love it, I know you want it,
and I know you are going to buy it, so why would I change my price”?
He said to me, “Fair enough, I thought I would give it a try”, paid full price and
drove off.
This is exactly what happens with property buying.
The seller has engaged the agent for a reason; to keep their emotions out of it and
put a gap between them (the seller) and you. Unfortunately for you, unless you use a
Buyers’ Agent, you are left to manage your emotions right in front of the agent at all
times. I can fairly safely say, this is impossible for you to do.
The property buying process is full of pitfalls like this and it can be a big trap for
inexperienced people. It makes no difference if you are buying or selling a property,
there are many things to be wary of.
Transacting property is also an expensive exercise. With government charges, bank
charges, professional costs, inspections, all dipping into your pocket and draining
you emotionally, you need to make sure you are fully in control through the whole
process. Whilst it might be tempting to skimp or skip these services, especially ‘optional ones’ like professional services, it leaves you without the added layers of protection and control that you need to have.
One of the main goals for the sales agent is to make the sales process as quick and
hassle free for their client, the seller, as possible. To do this they will surround themselves with a ‘team’ of industry people who they work well with and ‘get the job
done’.
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This team will be offered to you as a the home buyer. The agent will be more than
happy for you to use their Building and Pest inspector, Solicitor, Mortgage Broker,
Plumber, Town Planner, insurance broker, etc. Having all these services within easy
reach, and the agent offering to help organise them, sounds very appealing.

Mistake number three
You give the agent too much control
You don’t want the ‘get the job done’ you want the job done right! Talking too much
and displaying all sorts of emotion is going to leave you in a bad position to get the
best price. However, giving over too much control may just leave you in a
bad position.
During the final stages of the contract negotiation process, the agent will offer their
mortgage broker (if they haven’t already), their building and pest inspector, and solicitor to you as your service providers on the contract.
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DO NOT TAKE THESE OPTIONS!
I am not saying the people on offer are dodgy or they do anything wrong, but due
to the working relationship between them and the agent working for your opponent, the seller, it is not a wise move on your part.
Have all your own professional services sorted before you go to contract. That way, if
you find things that need to be repaired during the inspection and the agent offers
to get them sorted, get a quote from your preferred tradesman instead. Then negotiate the purchase price. You have no idea how that work will be performed unless
you are in control, and you need to be in control!
Handing over the writing of your loan to the agent’s / agency in-house or affiliated mortgage broker, can be the biggest mistake you will make.
Let’s say you are looking at a house for $450,000 and you like it. The agent asks how
much can you afford? You tell them you don’t know because you have not seen a
bank yet, so they offer you their mortgage broking services.
You go to their broker and find out that you can easily borrow enough with your
deposit to buy something for $550,000. That is great news, as it is much more than
the $450,000 you are looking to spend.
You go away and think about the offer price you will take to the agent, because
even though you can spend $550,000 you still want to buy very well.
Would you like the agent to know you can spend $100,000 more than the
asking price?
How do you think this helps with your ability to negotiate?
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What if the mortgage broker had a way of letting the agent know you were ok for
that amount?
(They are not allowed to disclose anything but it happens too often).
You can avoid this by using a great mortgage broker who is a trusted referral or one
you have used before. Do not put yourself in the position of giving over control to
the agent/agency.
You don’t want your loan to be approved unless you can really afford it...
You don’t want the building inspection to ‘fly through’...
You don’t want a solicitor who talks more to the agent than they do to you...
Property buying is fun, but it is no joke!
If you can do these three things when looking to buy your next property you will be
much better off.
1.

Keep your comments neutral and your mouth shut

2.

Don’t show excessive emotion

3.

Retain control at all times

Remember that the agent is paid by the seller to get the highest price and best
terms for the seller not you!
No matter how friendly they are, the agent is not your friend and they are ‘not on
your team’.
The agent negotiates property for a living, you don’t!
The seller has representation in the buying process – you don’t!
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I trust what you have just read will help you immensely when it comes to buying
your next property and you should be able to beat the agents at their own game!

However:
If you do want someone on your team, who negotiates property for a living and to
represent you in the transaction, consider the services of a good buyers’ agent.
Enjoy your property journey, I wish you the best results with your buying, selling
and investing.

Scott Northcott
Director
Real Property Advice
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